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1758 £ 6 D A (16 B TS0 1 0 1 A B W 5 Q) BURHER BB IR
SRk 5 OIERMAIEN ; OWBREER GBS OUR A BB
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1 TEXE (managerial oriéntation) o HBEEERFTR
EEETRANTRRES ﬁi%ﬁﬂﬂg Eﬂ&iﬁﬂz
HEAH FEMOEERE.

2. BESHR (analytical approach) ’*'ﬁtﬁﬁﬂﬂgg
R8P o ASHERR S T BERAITAME - R R
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3. kB E AP (reliance on basic disiciplines) o &M
AR RERS TR RYEEHELTIN - EXNRR
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HRTHNDETIES ) LERETEERR KR
ALEYTHRE - T MR R ABRR 2 - AR HRE
PBRRZ  THEDZEEAELEN -

——Peter Drucker

EAEREEE =R A KEARENEREE - 758
WRE  EEAAT  BMBREK  SIBRRNER - TRORIE
—ERBBERA TSR » AEEREFEANSRRME  BRR
B-FRERANEE - SMAEKLE 0 HRAF (gendal
eléctric) » #EKE A (procter & gamble) » FEEAHT (sears)
LB I BMRENEENETR « ZFRZANARTHEMEERHE
RTMMMHERZE  WARSHEEEE  SFEFARL © 995
S kEB S BELDRBERRAR  BTHRSREGFARZREMEKD
F A o BB -hBIR IE BFAR 1T S8 05 A0 LS SR A M0 B P9 43 BE SR an el
FHESCE LR M BB S R AT o RO ERERE
BIRATAZ o MM AT MMAE - BEL RERIOR i ME IR
SRR EREREE o

. MRTSNBIRRBEFEY  ABTH—H TR ABRE
B B A ELRR RN —  EMENY TR
[:0)=05) (simple barter) B {{ + B K% EH® (money economy)
B > 3|4 BB EETHFREE (Complex rharketing system )
O RHAEMBE > BREN X HBRAMKHTR —H iR
R PEHMBERAPTRER » EIHT —EE R THI

- REAHE o

RN RERBEATAS BANBRS » EX A
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ERHTRRERFRERCEREBABK AR YR ETE
B > 4 B BN ARERKHRMN » ERTIESE H—RER
REBRHER  PABEERERSEEXNERARFER (
itl)

REPMT ABEBHBRD » EE&%&IEE*¥W§¥°
CEABSIRMESREERBEFHER « R ﬁ%wﬁﬂ
 ERIBEARNS I X ERXMES

HEANT RN MR E AR ;

EBEATER > TATRERERLLEBAE - R Y
# ~ BHEG ~ MIGESBABMR - RFGAS ASBRLERAA
B eEBEE; YAARRMSRDARERMRERS
EQESE ﬁ&&ﬁﬁ!ﬁﬁiﬁﬁiiam#iﬁﬁwo(n
3)'

HEE—@A%EW~RE$§W?§%&ﬁmﬁw'ml'
RIEMR » A RZBLRT— R R LR L LRI T
EEBURATE - ANBAEEYE LEER2THR - HER
MERRMNEEHELKEIRMABERBRFANER NKE
D FRMEES B « K7 - BEGOTH %@gumma
SFFLTHREE < (24)

(1) Wllham J. Stanton, Fundamentals of Marketing (New York:
Mc Graw-Hill Book Company, 1964) , pp.4-5.

(Eﬁz) Sir Winston Churchill. : :

(3 3) Richard N. Farmer, “"Would You Want Your Daughter to
Marry a Marketing Man?” Journal of Marketing, January
1967, p. 1/ '

(i 1:4) Sterling Hayden, Wanderer (New York: Alfrer A Knopf,
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RPN EROBRRA N » BEGH RGN 3T
AHRMB—HHEE AN o MR BHKBTAOKE  TREE
BOEY - RETERRREHTEES o

@48 (Marketins) -
HRBARZEEHERROEMER

FRARBACHS  BRED - —AHERNELEH - 25
B BREE BRRHENARDAH  —HEZENNER
EXNER - BBOEN - CRERBESHERGES « 2%
EPHEF - RYTHRI R - B0 - B s RFAHA80% -
BERTHEHRR » URHEHEE (5)

BB RS RAEN » EWFRRF | FHERFIHRH —ER
ERABRXERTRZER LTS B8 RANTERE :

AREBEX BEFREN B EREEHASE -

AFMENKR (Human needs and wants)

TRANNNERRY N ABRBERLE » ARTBERY - 25
X RBUREBBLRER o BRILT » AFIRRE « 52F LR
HERBABATL-MANRK—DHEXRYRBE TEURE

KR BRARNDBERNTZF RS XEREREY - LI
BRE E—FhERARTATEABEE  —BETHEH A5
E+RBRES BN EEHEECE— T =Sk BEET S
ERBRNERERA TR  EABRENKLNRY » SRKE
'twaﬁxmﬁXv&m~m£+xuam&zxz*m&mmou

(B:5) Marketing Staff of the Ohio State University, “A Statement
of Malketing Philosophy,” Journal of Marketing, January
1965, p.43.
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& (Products)
ABRENZRENFERRTERBS APYNESNERS ©

ERERRESHRECEHRERA o

BEHR—EARRREERE  EERBELERFEURSER
BREERBHRAE - REHBTEA—EREABBORE LA
TR o EAMBREM AR D AWEMHKE > BEEHH
BSER ERMNBEALHEE ARCEMBRNRE .

 AERBAMNERNBSRARYEASRBREEY » —@ES
HHMZRERTHEZRORY - WHNRNEEEERTZERRY
BIR o —BERE 2B EFHNEN Ay MEAREEXENHF
¥ BRTZBERAFENBT RS MEARELFTBENIL - EH
K= ERMBREIEN TR -

EFTEEBRIRY » FEIEBHMERENRY > RERBRES
o G1fE I A BT~ ERLREE c HREEARANRE S BEE
B ERSBIIRRH—BER X ERSEGHFRFHL—ERKD
 ERSBAFIFE— HRRAVBNKEIERTERNER
o MRE HELAFARBABTAR  AMTUA “BE” (resource
) B “RH” (offering) MAFRMNE o FiABEEAFRBANEA
ARUER X LY o

%% (Exchange)

ABATRERKSEY B AESHEMMERIER » HEMK
BRLBE » BUTRER LSBT o % ARRELXE AR
WEMFANTEERRERBRABIRX S » THEFE  RERER
ABRBBESHEMERRENUEREE S —-
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#—EREMZHBER (self-production) » —@HHHA
ﬁ@ﬁ%ﬂﬁﬂ%%ﬂ%ﬂﬁ\ﬁﬁ\ﬁ%*%%ﬁ%ﬂﬁom$%
EFAMALHVE  EEENRET > TROIERETRE .

%~ 1 B £ 5:8 (coercion) M MNLIEEY ARELLRTIHE A AT
- AR EMAXEEER T IREFERAARERBEE o

H=EREERZ R (supplication) o FMWIARELR
A UBRHTEBEHAY o BRT RN » AFERHAEEY o

SBIUEREN RIS (exchange) o EARH ARREEH RDHY
KA REELEBRRRZ LAY « LTRSS - —EFIE » SN
BWFTEEARERERE o

EMEFREUESE  BRTS o KEBREBARRERATE
WER  TETETIES

A FEEEE o

BN A XEN S —REERENFY
-~ E B NE BRI REE o _
F—ER A B BB SRR TRt

Lol

MBEERATAE » RATHNTE » THRBEL » fEAn
BEBREEBRRAL S HRMELS 2R BABR (REZPF
BEE) ME EERXSEALRSEEELEFNESR  FUAH
TREOTE B LS MAEEEAT R EE o

Gk ) (.Market)
2 5 BB B RIS B BB - RPN TBHEHR :
HBREEZBIRPS o
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TEATERBLES - BRA—BERRT=ENNE—E2
RS o MBERS R E T - IR | BEHABH SRR
AMYENR ? MEBPE—BEABR  ROTRE—BEHBEE
Pz AR EEERTER—ERE » FHGHEAR
Ao M MREE  EXHEATS ARME » BHEEX
HRHRER  ONERERE; QERRHFENRERBBHAA
KTE o '

ERAZZWREE ) EATHH “HH” BAA  KREELMER
ABREREAFARANESRRNGBEVENREARBH - TEHR
SHBE “WMETH” (need market) MHATF » WEHBHE B
AFIBRRRKRMNW - BRRLEFEREEMK - BHHL “ERTHH”
WW}!Eﬁﬁﬂﬁkﬁﬁﬁﬁg#éﬁ?”Wgﬁnﬁmmﬁﬁ
# o AXERM B (demographic market)HTF R "WEHB"
youth market) o BEHPBERTERFHTIERN  BZE I
EE -~ BHBELIR BB EDMOMEARDIMNL S o B E
¥ (geographic market) WAIFRERTE - EEHBERERK
TREAEENRONBRE FTEZZHOBHT MM & o

- HRBALT—ERLMXE  WABSRARLE « BRBRERA
BTXHRRE » £RE B (voter market) iR 1T BFFH K
B RERTHXRURERWRE  EXEHS LRNBY; —EAR
REBHERURBESE LN ARMBE (publicity) » FBET
R BT ¥ (mass-media market) o—EEYHHECRISELE
B LI A RO B B e 0 > EBEB T R 4 (donor market)o

788 (Marketing)

HRBAREN RMWETHABS - THEER HTHEAHRNT
ff RELERB[RTWEABRRERRENTERZS © FTLRME
ATHNEY BRAXSEFARNERERBZHAREL
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TR FMarketmg Management)

RRAETEMERT » AAEMR S EBHHEERMUFE2
RHBE BEL > GMAFAE—BEHMHET  HANERS - 8
BERTLHEBE LEBEL » MADWER—BHBHRTITHE
RE/ABNER > ARTEA—-AHBFERRE - BEFHER
FERBBENES  BRBOBEMAHORBMERZE - £E4H
2, AMBERKEABRNTR » TAEAARBROTME o

#i&“@?ﬁﬁ&ﬂ!l’#iﬂﬁ@ﬁ!l&%ﬂ!niﬁ
B ERE R » TREBEELET o aﬂﬂﬁﬁfﬂwmiﬂ
BE:

THEERRTATMARAM  F2EARMHBPKTRZ
X BTkt ZHEOSHT - HHE -~ BT - BHUSIIF - BHER
BEERR A EHH 2B EMTL KR REBRBT REWOHR
WAHHWER - BRURZERA - H8) - MBS o

BRAAFZBELAAFARKRETS  THTE-EREH

O MRREBEERTS - RHADZRAREREANN - RIBENEE

Bl RRRFFRRAWTRARAZE RN RBBBR S
b} & )

ERSFTALN » EATERRBES - B8R - BRRHNT o
SREBM AR BEREBRKSE ; MRS~ AEHE - TANES
KPS B REETRRBOEE - 5— 5 » EHEE - HHR
BURFANRREEHS « BMOIERAR  REURRTH
Bl FRBAKEZ AR BEEFREOREAS o

THRwENER (Marketing—management tasks)

TRAEBEENERRSIAERRAN LA NEINBWENAY o
AT EEERNATABEG AT LT HEHRERMAARET
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fIATEN EHRLAE RERERENE RIHEKRET HERZ
AR KM -FE - MMEZ THTHOWREE (demand ma-

nagent) o

HRBYNK—TH “HHERZIH A" (desired level of
transaction) o ZE{EMIRFMH L » “WBRBERAKME” WEEER » HER
BRER “FHERIERKE” o EERFIAME 1-1 g9 AERRERME
BB TRHELAEBRERLBIINE-B RN 2% o

£1-1 EHSEEAEH

BRIER BAEH EXEB
I EuER 3 D BT $
I ®ER ELRR RIBEEAT$9
T EERRX BEEX BB ETTS
N EHER BEMR B
V. FEAER  EABR R AT 58
VI kAR RERR HER AT 30
VI BERER ROTR WRAEAT 58
M. WX BT K RATH

HWRR7T58 (Conversional marketing) - MBRIITTHBREE
% (negative demand) MR MEL - EEHIWRE—E "28
REPBETBZEESC > RBEERRBY - I ALK _EFTRE
THANREE” BRE o ’ _

. EEBRREENSERRBB L EEEBERFTARFEE
FEMR - SEEBANTNEHECRITERR - AFINRHE
o FHILE - BRFHEAFERR - HFEIRTENEMEEET
R KN KERTATERR-BALNBRRILBRADEATE
ok o EWR BV RE - ARBE - EETFHXLEXBERRE
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ERR

THEBHEERROKR - REBR- ARNETERRIAE -
S BB R R G K A B o BRPTREETRERRMRE
T8 o

HMETH AREEDRRDRES RN o AFEN LR
PrEEERBETHERR T RFMH LR Y o %% R (no demand)
R EENPHATRKEETHNSERNRYTER BN E
ABL” HIEER o

SHEARREDIBRER R o B ARERBOHEYED
FRKER o I : BRIMMWEE ZHAH - B U BB SR KL 7
o T ARERBHBYH AR ARG EEREN B &R
fl o 1 | EAFEEARBERIH » ERFA TEERNVBRURER
RUFEERPES o B=M > FEERRBL Y KB R
> RENTREILEHL KRR - 0 APITEAERFIHE KD
ZE NG BERREETHEERAE - BEERURREES R
HEBRRABEES - WHETRRRENEY » RBELEEH
HRHEEABR - ABREAHCETESHEIR - B—HRRBILES
RRBRTH LRFOT RDEE o A TR KL EER RS
b ARNERGREE o S M RMEY  FHLROENER
HABUE » FTUMRSE X T RO REATY » R MY
PR EE o BEBRNREATIZBRZERFHARBRSBR » HEF
MG TELEDZRERED TS

BB T AR AT SRR W R IR » A A BB LI
 BESMBBMAFENRRYEEIGHBE » BEHBREFE
BEAORRBTRARELRIBE  LBRAMFBOERRBELY o

BERRZERERBYHHAT  FSHEEAERREFMAE4
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HBPEAEHEHT - MMHEE - LEFEIEE R BRR
3 REBRUEREEEE KRBT o AMER—HNE LLAHA
BEL2ABREPOAE o HRBRTME » AAME KR » FH
HKOBKAE s REROEERT - KEGULURFFORRGES
BIBERR o.

HRBERRBARKERM RV AAEFERBRIETH - THAX
LEBRERERESEABRNGBERR » LRMRR AR HER
TRDEKBRTH o

FE1788 (remarketing) BiAMES - BRI - $5 - ERUK
BARRNEERARBRHER (faltering demand) o BHWRE
—f "NESREFHWR ERERKS » bR ZH¥%
7 LURRBNHS - ROWR (R) 7RSS > MBRZBRIPMT
HEH" 2R o .

lﬁxﬂ'ﬂ%ﬁﬁﬁﬁ%ﬁ*ﬁﬂﬂi@wﬂﬁ'ﬁﬁﬁﬁﬁ
EHMBENIHER ¥ EIREARRE/AHRREEDFRS  MEER
WD o L ABHHRMEREETH ﬁ&ma&&%&&%&%
ARBMPHRERE EMEFES o

EHWROKREBRTFED » 2 BURSHGTAEBUSE
758 o BITABRRB—FIR  EXSRATHRENNERRNRBER
FERBPRTAIEN o BTABRBRURCHRET S HEE
BUTHHE o ~

RS (synchromarketiag) —EEABERNGENTRY
RN ERARECEERFFOTE - XEFHW/ROFMEIR - X
BREBZERED > HEOFHARTRKYD » FERGEREIXF
B o RHEAH/ A (irregular demand) HEER » —H “HWRH
ﬁﬂﬁﬂ%ﬁ&ﬁﬂVMﬁH%@R@Z$ﬁﬁ§QM£%W%E
ZMR°



